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Executive Summary:

This report will give a strategic analysis on the supermarket chain Asda which was founded in 1949. The report will give a reshaped strategic plan and direction the organisation should follow so they are able to achieve the rising expectations and needs of their customers and will help them achieve a competitive advantage. Asda is stated as being a large organisation with SBU (smaller business units) including their café, clothing brand George and Asda mobiles. 
In recent years Asda have gone through changes including the failed merger with the UK second leading supermarket Sainsburys. Due to this Asda have had to change their strategy was meant to be a duel strategy to help them achieve, this strategy would be called a cooperative strategy because it would be two organisations partnering together to achieve the same goal. Asda current strategy is about focusing on there mission and values of being the UK’s leading value retail as stated by (Asda, 2019). Asda want to focus on their employees, customer and communities and try to give them the best benefits. 
For Asda is it important for them to meet customer expectations because they are the reason, they are still able to operate. Customer expectations influences what the organisation strategy is, and Asda customers’ expectations include, low prices and good quality products, simple and easy shopping experience. Achieving customer expectations is good for the organisation because it helps them get a competitive advantage against there competitors. 
The key political factor that is effect Asda is Brexit because of the uncertainty of what is going to happen and if the UK will leave with a deal or no deal. It will cause many issues for the supermarket including issues with suppliers and increase on product prices, there employees maybe effected if they are from Europe. The environment is becoming a bigger factor for Asda due to customers being more aware of climate change and the effect they have on it this could mean customer shopping somewhere else if Asda do not meet their expectations. Another factor that may impact Asda is the growing popularity of online shopping and the rise of Amazon in the grocery sector. The organisation may see economic impacts due to the failed £12 billion merger with Sainsburys and Walmart wanting to sell Asda, this can cause uncertainties. 
Asda have strengths that give them a completive advantage including growing in market shares, being diverse with employees and keeping the same marketing campaign “Save Money, Live Better” and this them the cost leader advantage. Other competitive advantages Asda have include offering their customers good customer services that meet their expectation’s. Asda have weaknesses and threats that may affect their organisation this includes not offering their customer loyalty cards or having small convent stores because these are what customers want and without them it might put them off the organisation. Asda have threat of Walmart want to sell Asda this can give the customers uncertainty of if the organisation will be the me. 
Asda have opportunities and recommendation that will help them achieve customer expectations and continue to be successful, there growth would be organic because they will not be buying to achieve success. They have the chance to open smaller stores and launch loyalty cards. Asda will have to remember that the sector is always changing, and customers expectation’s change all the time. Asda will need to be keep being knowledgeable and understand customer to achieve success
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[bookmark: _Toc8294476]Introduction:

This will report will give a strategic analysis of the UK supermarket chain Asda. According to (Zanoni, 2011) a strategic analysis is the process of research taken out by the organisation, and the strategic plan is the action the organisation plan to use so they ate able to achieve their goals.  Within this report it will give a reshaped strategic plan and strategic direction the organisation needs to go in, so they are able to meet customers rising expectations and how they are able to ensure a competitive advantage. 
In this strategic report it will use analysis tools to help achieve the goals set out, this include a PESTLE analysis, a SWOT analysis, strategic drift and the Potter’s Five Forces of Change. Within in this report it will give recommendations to the organisation Asda, so they are able to continue going forward in the future and with the recommendations it will also consider the implications they may have on different areas with the organisation Asda. 
Asda is a UK based supermarket chain which was founded in 1947 and in 1965 they rebranded to Asda. The supermarket chain Asda is the third leading supermarket in the UK with 15.6 per cent market shares as (Statista, 2018) stated. In 1999 Asda was acquired by American retail chain Walmart for “£6.7 billion” (Asda, 2019), the reason for this acquisition was due to Asda having financial difficulties and Walmart wanting to break into the UK market. Asda has around 1,260 stores across the UK as stated by (Statista, 2019). 
Asda announced in 2018 they planned to merge with the UK second largest supermarket chain Sainsbury’s however, in 2019 the CMA (Competitive and Market Authority) announced the deal was denied. This was due to them believing it would give the customers a poorer shopping experience and would lead to increase prices, they stated the merger will be unfair on the customers and competitors as stated by (Quinn, 2019). 



 









[bookmark: _Toc8294477]Main Body:
[bookmark: _Toc8294478]Asda Current Strategic Plan:

The organisation Asda have been through some recent changes with the possible merger with Sainsburys as stated above, if the merger between the supermarkets chain happened, they planned a duel brand strategy. Within their duel strategy they wanted to create a new kind of force in the UK market, and be more competitive and please their customers to the highest standard according to Hammett, 2018). Within this strategic plan they wanted to bring there brands together for example, there clothing brands Tu and George to give them a chance to sell them to a wider market. 
Asda’s current business strategy links to their missions, purposes and beliefs, which is to be the UK’s best value retailer, fulfilling customer needs and their purpose is to make good service available to their customer including being affordable as (Asda, 2019) stated. There strategic framework is structured is separated in in 4 sections they are focusing on and these are benefiting customers, employees, on the communities and shareholders. To help fulfil their strategic objectives they plan to provide high quality products which will exceed customers expectations. 
Asda have environmental strategic objectives which includes them wanting to make all their cafes free of single use plastic by the end of 2019 as stated by (Supply chain Analysis, 2019). Asda also wants to become more of sustainable organisation and reduce their environmental impact. 
In 2018 Asda decided to focus on improving their trust with the customers and the organisation, they want to do this by improving customers experience in store and online. They also want to focus on cost cutting and continue to focus on there own brands such as, Every Day Low Price. According to (Hammett, 2019) results have been shown as customers perceptions on the brands has gone up.
Asda announced in 2018 they wanted to improve their technology and data services, which will help their management teams achieve better marketing research as (Retail Technology, 2018) stated. This will help them reduce time on marketing within the organisation and help achieve a better shopping experience for there customers. 
[bookmark: _Toc8294479]Strategic Analysis:

For an organisation like Asda it is key for them to meet customers’ expectations because they are the reason the organisation is still operating. According to (Ferrell and Hartline, 2007) customer expectations are defined as the values and briefs a customer has when they are buying a product or service from an organisation, customer expectations influences an organisations strategic objective and how they make decisions. It is stated that customers’ expectations can be different and depends on their situation, (Ferrell and Hartline, 2007) stated that customers can have high expectations when it has to do with something personal. 
Asda’s customer s expectations may vary on where they live and their own situation however the main expectations Asda’s customer have are:
· Wanting the lower cost product for higher quality food 
· Good quality products and knowing where products were sourced.
· Easy and Quick ways to shop, this is because people in current day are always on the go and want thing fast. 
· Easy and simple access to online shopping, it was stated that “51 percent” of customer prefer to do their shopping online as (Ecommerce News, 2018) states. 
Being able to achieve customers’ expectations is a good achievement for an organisation, it gives them a competitive advantage against other organisations within the industry. Organisations have to be careful and remember to keep up with changes, this is because customer expectation are continuing to change when new trend happen. 
[bookmark: _Toc8294480]Strategic Framework: 
Asda is a large organisation with SBU (strategic business units) which is an organisation that has smaller companies within a large organisation and have may have different missions, it also help the organisations identify there competition as stated by (Sheldrake, 2011), examples of this in Asda is there clothing brand George at Asda and their café. Asda café have their own strategic plan/goal, according to (Supply Chain Analysis, 2018) they want to remove all single plastic from there cafes by the end of 2019. 
A strategy Asda might have followed was the cooperative strategy framework, which is when more than one organisation works together to achieve a common goal as (Faulkner and Rond, 2000) stated. The would have followed this if the merger with Sainsbury’s was approved. 
[bookmark: _Toc8294481]Pestle:
A PESTLE analysis is a framework tool used to analyse the business process and is used for external and internal evaluations as stated by (Perara, 2017), PESTLE stands for Political, Environmental, Social, Technology, Legal and Economical. An organisation uses PESTLE analysis as strategic method to help them reduce threats for the organisation and helps them gain advantages against competitors.
	Political
	Environmental
	Social

	· The UK leaving the European Union. 
· Changes with tax rates and policies. 
	· Customers becoming more aware of the environment and influences their decisions.
· Customer becoming aware of the effects of plastic. 
· Pollution, water disposal and recycling. 
	· It popular with customers to have arrange of different dietary requirements.
· Influenced by a healthier lifestyle.
· Good working conditions.
· Support local communities and charities. 
· Good quality product for lower price. 

	Technological
	Legal
	Economical

	· Online shopping becoming more popular. 
· New technology can reduce how employees Asda employ. 
	· Employees right and regulations for example, equal pay. 
· Asda have to ensure they follow the correct regulations.
	· The £12 billion failed merger with Sainsburys. 
· New competitors entering the market, 
· Ensuring they meet the correct wage for employees. 


Diagram 1 – PESTLE Analysis table
Political: (See Diagram 1)
As stated by (Perara, 2017) political factor includes things within the government that may affect the organisation this includes change in regulations for the industry and tax policies. 
A political factor that can affect Asda is Brexit and the UK leaving the EU, with Brexit very unorganised and not confirmed yet, Asda and other supermarkets have to plan for every situation including if the UK with a deal or with no deal. With the UK leaving the EU it could mean many changes to the organisation, prices may increase due to importing rates and it may also, cause disruptions due to products availability as (Bulter, 2019) stated. Due to the uncertainty on Brexit it could mean Asda’s staff maybe effected if they are from Europe.
Another political factor that may affect Asda is the government changing tax rates for example, changing VAT might mean increase prices on products which may change the decision on where the customer shop also, increase or change on VAT can impact employees. This potential factor impact Asda’s profitability and have impacts on their financial department. 
In 2018 the government launched the sugar tax, which a tax policy that means certain drinks have to be taxed if they are over the threshold. Due to this Asda had to reduce the amount of sugar in some of there own branded drink, so they did not have to charge more as (Grant, 2018) stated, although Asda did state they have been reducing the amount of sugar in their products since 2013. According to (Weinbren, 2018) many popular sugary drinks prices will increase, this can influence customers shopping experience and make them choose somewhere else, however Asda’s competitors would be dealing with the same issues. 
Environmental: (See Diagram 1)
The environmental factors have only become popular within recent years due to people being more aware of environmental issues and the last impacts it may have as stated by (Perara, 2017). Due to the popularity of environmental issues many people are choosing the environmentally friendly options. 
An environmental factor that can have implications on Asda’s and them meeting customer expectations, is customers choosing plastic free products and deciding to choose somewhere that does not use single use plastic when possible. Many organisations such as Asda competitors Tesco have trialled removing single use plastic from there fruit and vegetable sections, this because customers are becoming aware for what the plastics does to the planet. So, an implication of this issue could be Asda losing customers if they do not follow. 
The plastic issue above links to the issues of packaging, this is due to customer prefer buying products that have less packaging and this could mean customer choosing to shop somewhere that meets these expectations. This can have the implications on customer coming to Asda’s and could lead to lost of profit. 
As mentioned above customers are now more aware of the environment and so a factor Asda have to be aware of is customers choosing the products that are eco-friendly, and this may lead to lost of customers if they do not to try to meet the needs customers have.  This links to customer deciding to buy clothing that is eco-friendly 
Pollutions can be a factor Asda should consider, this would be due to the supply chain and receiving supplies. 
Social: (See Diagram 1)
According to (Perara, 2017) the social factors focus on the social environment and help the organisation identify the emerging trends. This factor is key in helping an organisation identify customer expectations. 
A social factor Asda should consider is the range of different diet requirements customers choice to follow now including veganism, diary free and gluten free. These diet choices are becoming more popular with many customers choosing to shop at the supermarkets that offering the best range of products that suit their diet. This can have implication on Asda if they do not consider offering more products available to for these customers meaning it could be loss in profit. 
Another social factor Asda might consider is people choosing the healthier lifestyle. This can have implications on Asda because customers are choosing to shop in health shops that meet there needs and the products they want, this could lead to loss of profit for the organisation if they do not try to supply for these customers.
Good quality for lower price is a factor Asda should consider and remember. Even though Asda is known for lower prices, in recent years they have seen competitions with keeping customer because on the grown popularity in the German budget supermarkets. 
Social factor Asda could consider the workplace environment and employees benefits they offer. This is due to employees becoming aware of employment laws and having social media platforms to voice bad working experience within an organisation.    
Technological: (See Diagram 1)
It is stated that the technological factors are the technological innovations and developments that may influence customers decisions as well as impacts it has on the organisation as (Perara, 2017) stated. 
Online shopping is coming more popular with many customers choosing to do their shops through the internet. This can be a factor for Asda consider even though they offer online shopping services, the popular internet retailers Amazon have recently started offering customers the opportunity to buy groceries through them which would be supplied by Asda competitors Morrisons. Which may course issues for Asda because many customers prefer to order through Amazon because they offer next day delivery.  Another online shopping implication Asda may consider is that not as many customers will visit their stores. 
In current time technology is always changing and improving this can have impact on the employees because they may get replaced. This could lead to bad customer service due to them not getting human interaction when shopping in store. Many customers like the experience of talking to the employees who serve them so without them there could give them a reason to change what supermarket they shop within. 


Legal: (See Diagram 1)
The legal factors are about laws and regulations the organisation would have to follow, according to (Perara, 2017) this factor can link to the political factor. 
 Asda would have to ensure they follow the UK regulations for supermarkets which were put in place by the UK government. This includes them obtaining the correct planning permission when they are planning new stores. 
A legal factor Asda should consider is employees’ rights and laws because if you get something wrong with that it could have bad implications for them. This has already been an issue for Asda as they have already been involved in court appeal which they lost against their employees concerning equal pay. According to (BBC News, 2019) employees stated the warehouse staff get paid more than employees working on shop stores, however Asda stated this was because they have different workloads. Asda have also been accused of trying to hide pay cuts of many staff due to a new proposed contract as (Ralph, 2019) stated. If they do not treat there staff correctly it could mean employees will not give, there customers the best service.
Economical: (See Diagram 1)
It is stated by (Perara, 2017) that the economical factors are determined by the organisation financial performance including their growth and short-term impacts. The economic factors will impact the organisation pricing strategy. 
An economical factor that has recently impacted Asda was the failed £12 billion merger with Sainsbury’s. The failed merger has not made the financial impact on the organisation; however, it may see bad impacts in the future because they were relying on the merger to help boost them as an organisation. Due to the merger not coming through Asda parent company Walmart are looking for a buyer for the company, which can cause issues for Asda financials. 
Completive pressure will have impacts on their economical factors, for example Asda has been struggling to compete again the lower priced supermarkets Aidi and Lidl because customers have chosen there stores instead. 
[bookmark: _Toc8294482]Swot Analysis:

According to (Murray and Webster, 2010) a SWOT analysis is undertaken by an organisation to help identify their strengths, weaknesses, opportunities and threats, to help them achieve their goals and identify their risk within the future. 

	Strengths
	Weaknesses

	· Growing in market shares. 
· Launching loyalty cards for George at Asda. 
· Being value for money and good quality products. 
· Being diversity with employees. 
· Updated on technology to meet customer expectations 
· Having well-known brand such as, George at Asda and Smart Price.
· Asda have good knowledge on competitors.
	· No smaller stores.
· No loyalty cards for customers shopping for groceries. 
· Have no global presence.
· Not much choice on their own brand products.


	Opportunities
	Threats

	· Launch loyalty card for customers to use throughout the stores. 
· Break into the international market. 
· Improve staff benefits.
· Introduce small local stores. 
· Introduce to healthy lifestyles products.
	· Employee repetitions.
· Competitors within the industry. 
· Walmart wanting to sell Asda. 
· Bad repetitions from the failed merger. 



Diagram 2 – SWOT Analysis table
Strength: (See Diagram 2)
There are many strengths Asda have this includes them keeping to the values and there marketing slogan “Save Money, Live Better”. They have continued to keep their products low priced but still insuring their products are still good quality what the customer expects. They meet customer needs by selling their own value brand called Smart Price, which continue to be popular with customers. 
Asda is known for being diversity with employees by supporting and raising awareness of the LGBT+ community. Asda stated in 2019 they want to build a diverse and inclusive culture within there organisation and want to celebrate differences. 
After the failed merger with Sainsburys, a good impact of it is was that Asda are slowly growing in market shares in the sector and is predicted they will overtake Sainsburys soon. This could show that they have the knowledge to be better than their competitors and meet customers’ expectations to a higher standard. 
A strength Asda have is that they have updated technology like self service till and online shopping options. This is good because customers are changing, want their items quick and fast which they can do through these options.
Weakness: (See Diagram 2)
In recent years Asda have had changes within their leadership and management team, which has saw issues with employees as they have stated on the reviewing site (Glassdoor, 2019), that the work environment has gone from being caring, relaxed place to a tell and do environment. This could have a bad impact on the customer shopping experience because the employees might not have the motivation to meet the customers’ expectations and needs. 
Asda are not meeting needs of the customers and their expectations by not having smaller store like Tesco Express and Sainsbury Local. This is because many customers believe these stores are handy when they are need something quick or when they do not want to do a big shop.
A weakness for Asda is that they do not have no global presence and have no international stores outside the UK, even though they are owned by Walmart they have never branched out of the UK.  This can be a disadvantage for them if they want to gain more customers and grow, it could also help them understand customer expectation better.  
Another weakness for Asda is that they do not offer their customers loyalty cards for grocery shopping like Tesco’s Clubcard. This can be a disadvantage for Asda because many customers will shop in a supermarket if they know they will receive something in return, and Asda are missing the opportunity to gain customers.  
Opportunities: (See Diagram 2)
An opportunity for Asda would be launching loyalty cards so customers can achieve rewards if they continue to shop with the organisation. It will help show they are loyal to their customers and want to give them the best benefits. It will also help them achieve customer expectations which can be feel important to the organisation.
Customers expectations are always changing and one of the customers’ expectations are about having more variety in healthy lifestyle products due to it becoming more popular. This opportunity will help the organisation grow and gain more customers.
Opening smaller stores can be a good opportunity for Asda to grow because it would give them the chance for customers to stay loyal to them and, meet customers needs of easy access to the shop. 
Threats: (See Diagram 2)
A big threat for Asda is there competitors in there sector however specially the German supermarkets Aidi and Lidl who have become more popular within recent years. Asda have always been known for value for money as stated above, however with these supermarkets are slowly taking customers because they are cheaper as well as meeting more customer expectations. Another competitor that is a big threat is Amazon because they have recently started selling groceries with Asda’s competitors Morrisons. This may not be good for Asda because many people choosing the option which is easier, and Amazon can be easy for some customers because it quick and they can get free delivery. 
Asda’s owner Walmart have stated they want to sell Asda after the failed merger with Sainsburys because it can cause uncertainty within the organisations and may make customers choose to shop someone else. 
[bookmark: _Toc8294483]Porter’s Five Force Model of Change:

According to (Magretta, 2012) helps an organisation analyse the nature of their competitor sector and help them understand where the power lies within the organisation. 
Supply Power identifies how easy it is for the suppliers to increase prices. Asda should have a good relationship with their suppliers because without them they would not be able to operate. However, in 2017 Asda were named the worst company with how they treat there suppliers as (Butler, 2017) stated, with 12 percent of Asda’s does not comply with the Grocery Supply code of Practice. Also, in 2017 Asda stated they would impose harsher terms for here suppliers after Brexit, according to (Steiner, 2017) supplier would have to wait 50 percent longer to receive payment. This shows Asda has power over there suppliers although their suppliers also have power because they have the power to provide them with supplies or stop supplying them and supply one of their competitors. 
Buyer Power shows how easy it is for customers to drive prices and choice to shop in a different supermarket if the price is better. Asda do give their customer good value for money and a range of different choices. However, if the customers expectation is not met, they have power to change where they shop and means Asda need to find a solution to win back the power of the customers. 
Competitive Rivalry is about them trying there best to be better than their competitors. With many of there competitors offer the same kind of products, Asda have to try a get market attraction with their products. The sector is very competitive due to customer expectations always changing. 
Threat of new entry in the sector is new competitors entering and cause issues for Asda, as previously in the report Asda do have threat with Amazon becoming popular with grocery customers also, smaller shop and independent grocery shops are becoming popular because they are meeting customers’ expectations. To avoid these threats disturbing their organisation Asda need to continue being updated on sector and customers. 
Threat of Substitute Products is when similar products exist within the sector, it will give customers more choices and may cause problems. Asda has always faced this issue because all the supermarkets offer the same kind of products, so always need to forward in idea thinking. 
[bookmark: _Toc8294484]Strategic Drift:

A strategic drift has four generic choices, it is designed to help historical and cultural influences, it is understanding the organisation path and to try to identify how to improve the organisation as stated by (Hannagan, 2001). 
Incremental strategic change is the gradual change in the environment, with Asda this is their customers’ needs and expectation changing. Asda have successful strategies in the past which is the reason they have not changed their keys values however this can have effects on them because of the competitors in the sector are changing their strategies to get the customers.  Due to Asda keeping their customers may get bored of what they offer and choice a new supermarket, it also shows to their customers that they do not know how to accept change. 
Asda have continued to do the same things because they know it is successful however, by not making even small changes it shows they do not want to take the risk. Continue to use the same key points in their strategy looks like they are taking their success for granted and forgetting change, Asda need to change because the grocery sector continues to change. 
Relationship with their customers, employees and suppliers may become damage if they do not think about what importance for the organisation is. Asda have already taken advantage of their supplier because they can by changing their payment plans. Also, there relationship with their employees have become damaged in some situations because of leadership styles which reflects badly on the organisation and may result in loss of customers. 
Financial performance shows the difficulties the organisation is seeing for example, if there struggling to compete against competition. Asda have got loyal customer who always shop with them however there many customers choosing to shop in other places because they meet there needs. This can cause problems for the organisations if they lose customers because they might not be able to keep up with the changes. This can lead to period of flux which would be due to them not meet their customer expectation and just continuing how they are. These issues may occur when the organisation have been through something including change of management and leadership, which occurred with Asda in recent years. 
The final section of a strategic drift is the transformational change, it when the organisation makes there finally decision if they are going to change to succeed or not. Asda have a previous example of this when they were brought by Walmart because they were on there way to becoming bankrupt and without Walmart buying them there would not be an Asda today. 
[bookmark: _Toc8294485]Competitive Advantage:

Porter introduced the Generic Competitive Strategy, and according to (Kossowski, 2007) is different types of competitive strategies that helps organisation achieve competitive advantage.  There can be a problem with Porters Generic Strategy because it can make an organisation become “Stuck in the Middle”. 
Cost leadership is about becoming the lowest cost organisation within the sector, which is the grocery. This is a prime example how Asda have a competitive advantage already with this factor because they are known as the lowest priced between the big four supermarkets “Tesco, Asda, Morrisons and Sainsbury’s”.
However, Asda can achieve cost leadership by lower input cost, product/process design and experience. Also, Asda can use the option parity, which is about equal quality of product, but the cost leader can change the price to help achieve profits. The parity can help Asda reduce their cost of there products without offer poorer quality and will give them advantage because they are meeting customer expectations. This can help the organisation outperform over their competitors but also still make profits. 
Differentiation is about an organisation spending more to be able to meet customers’ needs and expectations, also give them an advantage over there competition. Asda have done this by providing best quality products to the customers within their cafes, but still charge lower prices. 
The focus strategy is the targets that are tailored to a product that meets customers needs and expectations, it can help the organisation offer certain product for a higher price because it what the market wants. An example of this within Asda there free from and vegan range of products because they are popular products with customers in present time, which gives them the chance to charge more for the products and customer will not complain because it what they want/need. Asda have competitive advantage with these products due to them having a variety of option including their own brands and others. 
A competitive advantage Asda have against there competition is there customer service team because they are well known to be friendly and able to help with most of customers problems. This links to customer expectation when they are shopping within the store because they want to receive the best service available and feel like there important, this what Asda do. 
Other competitive advantages Asda have included:
· Popular colouring brand George which supplies clothes for all ages and sizes. 
· Their own brand includes Smart price their lower cost brand and Chosen for You which is there middle tier own brand of products. 
· Asda Mobile which is partnered with EE network. 
· Online Services 
· Knowledge on how to meet customers expectations. 
[bookmark: _Toc8294486]Strategic Choices and Recommendations:

Strategic choices are about the strategic direction the organisation goes so they are able to achieve their goals and meet customers’ expectations. 
Asda business strategy is where they are compared to the position of there competitors. They are looking good compared to the other big four competitors because their market shares are growing however, they have had trouble against Aidi and Lidl due to them offering good quality products for cheaper prices. Which is what Asda pride themselves on, customers believe these supermarkets meet there expectations better. Asda needs to try and compete against them by continuing to offer what they already do however, finding their completive edge against them. This could be that they have deli counters, cafes or marketing that the shopping experience in Asda is a family trip and this could help them win back their family customers. 
Asda strategic growth would be organic because they would be growing from within the organisation instead of buying to help them grow as stated by (Hess and Kazanjian, 2006). Asda would improve services they already offer to help achieve meeting their customers needs because, they are successful they just need to change some aspects to achieve the goals. If the merger with Sainsburys was approved Asda growth would be alliance strategy because they would partner with them to achieve. 
Other recommendation for Asda to improve include:
· Having knowledge on their customers expectations and needs, so they can achieve them before competitors. 
· Offering variety of different products for customer with dietary requirement because different diets are popular with customer, and will may help customers choose to shop with them over competitors. 
· Offering loyalty cards, it shows customer that you want them to be loyal to the supermarket. 
· Finding good work relationship with employees so they are motivated to give great customer service. 
· Becoming plastic free in areas that they are able to, it will show customers that they care about the environment. 
· Continuing following their values and beliefs of being low priced. 
[bookmark: _Toc8294487]Conclusions:

To conclude this strategic report Asda have always had a simple but effective strategic plan and have not ever changed their values on being the supermarket with good quality products for lower price. This has shown to be successful within Asda however due to them not changing it has saw some issues. This includes them struggling against new competitors in the sector Aidi and Lidl, who market themselves for being low price as well and customers are choosing to shop with them because it is different, and the prices are better. Although they are struggling against new competitors, Asda are succeeding within the big four markets due to growth in market shares and customers loyally staying with them. The reason they can see to be growing has some influence of the failed merger with Sainsburys because customers decide to show loyalty and pick Asda. 
Customer expectations are always changing, and this is because changing trend, what is popular within their nation culture and what they believe they deserve. Asda are doing good however there some customer expectations and needs they do not meet which could cause issues in the future, this includes they do not offer customers loyalty cards and no smaller convent stores. 
The supermarket sector is always changing with new competitors coming on the market or customer expectations change. To be able to succeed through the ever-changing sector Asda need to continue to be knowledgeable on what customers want and do not become to dated. 
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